
C O N T E N T S 
 

DAY 1 
 

Module 1: 

The Functions & 

Role of the Sales 

Leader 
 

Module 2: 

The Selection 

Process 
 

Module 3: 

Sales Planning & 

Reporting Forms 
 

Module 4: 

Sales Territory 

Development 
 

Module 5: 

Motivating the 

Sales Team 
 

 

DAY 2 
 

Module 6: 

Developing a 

Compensation Plan 
 

Module 7: 

Sales Leadership 

and Supervision 
 

Module 8: 

Planning and 

Control 
 

Module 9: 

Sales Evaluation 

 

 

Objectives 
 

At the end of the programme, participants will 
be able to: 
 

 Understand the various types of 

leadership styles and how to apply them  

accordingly; 

 Understand the process evaluating  sales 

personnel and the right approach in  

applying remedial skills; 

 Application of various motivational 

approaches; 

 Apply territorial management and routing 

for the staff; 

 Use the correct method in hiring sales 

personnel; 

 Understand the usage of various forms in 

managing the team; 

 Have the ability to plan and control the 

selling events; and 

 Have the ability to write a sales 

compensation plan. 
 

Trainer 
 

Mr Billy Ong brings into the consultancy field 
his immense depth in marketing and sales 
that spans three decades in diverse 
industries. A Chartered Marketer (CIM, UK) by 
profession, he now imparts his wealth of 
experience and knowledge to the next 
generation of marketing professionals as a 
lecturer not only in the field of strategic 
marketing but export marketing as well.  Prior 
to embarking into his present venture, Billy 
spent seven years in the banking sector, the 
last attachment being BSN Commercial Bank 
as Manager of Consumer Banking before 
heading the bank’s marketing team in product 
development. His most notable achievements 
were when he managed to turn the RM52 
million Kelab Darul Ehsan from a losing 
concern to a profitable venture within six 
months; and charting the deposit growth for 
Perwira Affin Bank; both achieved in the 80’s 
recession. Other recognition includes the CEO 
Book Award at BSN Commercial Bank for his 
outstanding contributions in strategic planning 
for the bank.  Besides being a graduate from 
the Chartered Institute of Marketing (UK), Billy 
is also a certified sales consultant from Butler 
Associates Inc (Ohio, USA) and a certified 
customer service trainer with BSN 
Commercial Bank. He was one of the 
pioneers Council Members of the Malaysian  

 
Association of the Chartered Institute of Marketing.  
 

Who Should Attend 
 

Directors of Marketing, Director of Sales, 

Marketing Managers and Sales Managers 
 

Administrative Details 
 

Date   : May 25 - 26, 2017 (Thu – Fri) 

Time  : 8.30 am – 4.30 pm 

Venue: FMM Institute  
             Level 5 (South), Wisma STA, 
             No. 26, Jalan Datuk Abang Abdul 
             Rahim, 93450 Kuching, Sarawak  

Fees : FMM members RM901 per participant 
            Others            RM1113 per participant 
(Fees include 6% GST charges. course 
materials, lunch and refreshments) 
 

Completed registration form with cheque 

made in favour of FMM Institute should be 

forwarded to FMM Institute before May 18, 

2017. 
 

Those who register but do not turn up for the 
programme will be billed accordingly.  There 
will be no refund for cancellation within 2 
days prior to the programme, 50% refund for 
cancellation between 3 - 6 days and full 
refund for cancellation 7 days prior to the 
programme.  However, replacement will be 
accepted at no additional cost. FMM Institute 
reserves the right to cancel or reschedule the 
programme and all efforts will be taken to 
inform participants of any changes. 
 

For further enquiries, please contact: 
Ms Cecilia Pang or Ms Beatrice Olivia 
Tel : 082-332784/7  Fax : 082-332785 
E-mail : fmmsarawak@fmm.org.my 

 

 

 
 

(Registration of four (4) or more 

participants from the same organization 
will enjoy ONE complimentary seat for 
fifth (5

) 
participants) 

 
 
 
 
Sales management is a particularly difficult job as it is one of the few relationships in business where the 

Manager rarely sees the staff.  It is usually management from distance.  This often creates motivation and 

morale problems in the sales team. At the same time, competition is increasing in all markets as supply 

outpaces demand and products and services can be quickly copied.  Supply is increasingly international 

so Sales Managers cannot just worry about domestic competition. The sales force is vitally concerned 

with all these new developments.  In some industries (e.g. financial service companies, notably banks and 

finance companies), many sales managers have been appointed, often by converting existing staff into 

new job roles within a short time. With such an important job to do, it is disheartening to see so many 

sales managers poorly recruited, trained and motivated to perform very complex job roles.  They manage 

more than they lead, and as a result team members sometimes find it difficult to obtain the desired results.  

In sales management, sales head must lead and not manage and that is the essence of this two-day 

course. Today, the marketplace is a huge battlefield.  The sales leader must have the ability to provide 

clear directions and be able to lead his men into battle, not from the back but at the front. 

 

 
 
This 
pro

SBL Scheme – Please apply to PSMB 
before the commencement of course. 


